To: 
From: 
Subject 


George  Bakelaar 
ISP/Vendor  Mailings 


Attached  is  the  package  I  spoke  to  you  about  over  the  phone. 
Please  find  the  following: 

A.  Four  (4)   sample  mailers  (partially  completed) 

1.  ISP  "New  from  INPUT" 

2.  ISP  Seminar 

3.  Vendor  Services  (Two) 

B.  Sample  illustrations  of  total  service  offering  ( 
types) 


throo 


Buzz  words,   ideas  clipped  from  various  sources, 
forward  to  your  comments  and  support. 


.1 


INPUT 

New  From  INPUT! 

A  Strategic  Planning  Progr£un 
Researched  and  Designed 
by 

Information  Systems  Executives 


INPUT  announces  its  new    "User  Perspectives"! 

A  strategic  planning  service  specifically  designed  for  the  90 's  by 
I.S.   Executives  who  understand  this  new  age  of  accountability  .    .  . 
.    .         (the  Information  Age!) 

Executives  are  now  living  with  the  new  challenges  and  pressures 
inherent  in  a  global  economy  undergoing  radical  change  with 
segmented  niche  markets,   increased  competition  and  accelerated 
technology.    Electronic  Data  Interchange  (EDI) ,   for  example,  is 
growing  at  an  80-90%  clip,tH»s>io"c  A'^i/^.a  profound  impact  on  many 
corporations  ....  and  the  list  goes  on! 

I.S.  Executives  Rethink  Strategic  Planning  Progrcim 

A  "new  team,"  consisting  of  proven  I.S.  executives  empathetic  to 
the  task  at  hand  are  now  proud  to  offer  our  new  Information  Systems 
Program  with  the  theme  "user  perspectives." 


"The  broad  and  established  area  of  research  was  there,  we 
needed  a  team  that  could  empathize  with  the  I.S.   executive  at 
the  controls" 

Peter  Cunningham 
President 

"We  will  now  pull  from  sevew      research  programs,  maybe  ei&HT 
and  offer  four  perspectives  instead  of  the  traditional  one 
each  respectively.     We  must  leverage  the  power  of  the 
Information  at  our  disposal." 

Doug  Taylor 
Director, 

Information  Systems  Program 

INPUT  would  like  to  assist    in  leveraging 

information  in  its  strategic  planning  activity.     An  executive 
summary  of  our  new  ISP  program  "user  perspectives"  is  enclosed.  If 
you  and  your  firm  could  use 


INPUT 

Information  Systems 
Strategic  Planning  Seminar 

INPUT  the  company  that  is  constantly  striving  to 

maximize  your  investment  in  strategic  planning  and  its 
cost/performance  ratio,   is  pleased  to  announce  a  one  day  seminar 
encompassing  the  following  areas  of  concern 


The  above  topics  will  be  supported  by  primary  research  from  the 
following  INPUT  Programs: 


A  seminar  schedule  and  RSVP  letter  for  confirmation  of  your 
attendance  is  enclosed. 

Your  presence  will  be  most  welcome:     Please  return  the  enclosed 
letter  or  call  me  personally  to  confirm  your  attendance  or  ask  any 
questions  which  may  arise. 


April  8,  1988 


name 
title 
company 
street 

city,   state  zip 
Dear  Mr.  Doe: 

INPUT  is  forecasting  the  information  services  industry  at  $138 
billion  in  1992  after  a  surqe  from  $22  billion  to  $55  billion  in  ■ 
the  last  five  years.     The  A/evr/^/t^e  X'^-^'A'^  will  have  its  share  of  serious 
business  threats  as  well  as  great  opportunities.     Weekly  issues  of 
Computer  World  will  highlight  the  players,  winners  and  losers, 
status  and  value  of  strategic  planning. 

Since  1974,   INPUT  has  kept  its  clients  "on  top"  of  the  issues  and 
1988-1993  will  be  no  exception.     The  Domestic,   Federal  and  European 
markets  will  be  supported  by  eight  well  established  strategic 
planning  services  with  a  new  announcement  due  this  spring. 

Let's  look  for  a  moment  at  the  issues  that  may  have  a  profound 
impact  on  our  industry: 

o     IBM's  SAA 

o     EDI  with  its  80-90%  Growth  Rate 

o     IBM's  upcoming  "silverlake  product" 

o     The  coming  of  ISDN 

o     Distributed  Relational  DBMS 

o     LAN's  versus  shared  logic  for  multi-user  systems 

o     Systems  integration  and  the  "mission  critical"  system 

o     The  DEC/Apple  alliance 

o     The  AT&T/Sun  Microsystem  alliance  | 

o     The  Microsof t/Ashton-Tate  Sybase  alliance  and  its 

implications  for  OS/2  extended 
o    Are  banks  getting  out  of  the  outside  Data  Processing 

Services  Business 
o     How  far  will  Judge  ?  and  the  MFJ  finally  let  the  RBOC's  go 

in  Information  Services 
o     Etc . 


April  8,  1988 


name 
title 
company 
street 

city,  state  zip 
Dear  Mr.  Doe: 

Recently,  Mr.   Peter  Cunningham  and  other  senior  INPUT  executives 
have  been  discussing  strategy,  growth,  profit  and  loss,  new 
business  opportunities  and  risk  avoidance  with  executives  from  many 
of  our  nations  largest  and  most  technically  advanced  companies. 
The  occasion  was 

Mr.  John  Doe,   INPUT  would  appreciate  the  opportunity  of  scheduling 
a  similar  meeting  at  your  facility  during  1988. 

INPUT,  a  leading  strategic  planning  and  market  research  firm,  works 
year  round  with  these  executives  and  their  staffs- 


STRATEGIC  PLANNING  -  MARKET  RESEARCH  PROGRAMS* 


VENDOR  PROGRAM 

,^       ,    ,   USER  PROGRAM 

(Multiple  Segments)   


MARKETS 


DOMESTIC    -  - 
t 

I 


•    FEDERAL  ^ 


•  EUROPE 


•    USER  PERSPECTIVES 


^USER  PERSPECTIVES 

I  -     INFORMATION  SYSTEMS 
'    -    End  Users 

-  Corporate  Management 

Q  -  • 

VENDOR  PERSEtTlVES 

Select  Analysis  From 
Vendor  Programs 

VERTICAL  AND  CROSS- INDUSTRY 
ANALYSIS 

STRATEGIC 

-  Analysis 
Trends 
Forecast 

-  Reconciliation 
TACTICAL 

Themes 
OPERATIONAL 
Issues 


MARKET  SEGMENTS  SERVED 


VERTICALS/CROSS-INDUSTRY  SERVED 


•       INFORMATION  SERVICES 

Software  Products 
Turnkey  Systems 
Processing/Network  Services 
Professional  Services 

t  HARDWARE 

Maintenance/Support 


Banking  &  Finance 
Discrete  Manufacturing 
Process  Manufacturing 
Distribution  -  Retail 
Distribution  -  Wholesale 
State/Local  Government 
Federal  Government 
Other 


Educat  ion 

Medical 

Insurance 

Uti I ities 

Transportation 

Telecommunicat  i  ons 

Service  Industry 


TELECOMMUNICATIONS  {TO  BE  ANNOUNCED) 
Voice/Data  Integration 
ISDN 


Eng  i  neer  i  ng - Sc  i  ent  i  f  i  c 
Human  Resources 
Educa  t  i  on/ T  ra  i  n  i  ng 
Planning  Aanlysis 
Accounting 
Other 


See  program  descriptions  for  further  details 


INPUT 


I 


STRATEGIC  PLANNI 


VENDOR  PROGRAMS 
(Multiple  Segments) 


SEARCH  PROGRAMS* 


MARKETS 

•    DOHESTIC  - 


•  FEDERAL  ^ 

•  EUROPE 


USER  PERSPECTIVES 

-     INFORMATION  SYSTEMS 

End  Users 

Corporate  Hanage<nent 


STRATEGIC 
Analysis 

-  Trends 
Forecast 

-  Reconciliation 
TACTICAL 

Themes 
OPERATIONAL 
Issues 


MARKET  SEGMENTS  SERVED 

•  INFORMATION  SERVICES 

Software  Products 
Turnkey  Systems 
Processing/Network  Services 
Professional  Services 

«  HARDWARE 

Maintenance/Support 

•  TELECOMMUNICATIONS  (TO  BE  ANNOUNCED) 

Voice/Data  Integration 
ISDN 


VERTICALS/CROSS-INDUSTRY  SERVED 


Banking  &  Finance 
Discrete  Manufacturing 
Process  Manufacturing 
Distribution  -  Retail 
Distribution  -  Wholesale 
State/Local  Government 
Federal  Government 
Other 


Engineering-Scientific 

Human  Resources 

Education/Training 

Planning  Aanlysis 

Accounting 

Other 


Educat  i  on 

Medical 

Insurance 

Utilities 

Transportation 

Telecommunicat  ions 

Service  Industry 


See  program  descriptions  for  further  details 


INPUT 


STRATEGIC  PLANNING  -  MARKET  RESEARCH  PROGRAMS* 


MARKET  SEGMENTS  SERVED 


VERTICALS/CROSS-INDUSTRY  SERVED 


IMFORHATION  SERVICES 
Software  Products 
Turnkey  Systems 
Processing/Network  Services 
Professional  Services 

HARDWARE 

Ha i ntenance/Suppor t 


Banking  £  Finance 
Discrete  Manufacturing 
Process  Manufacturing 
Distribution  -  Retail 
Distribution  -  Wholesale 
State/Local  Government 
Federal  Government 
Other 


Educat  ion 
Medical 
1 nsurance 
Utilities 
Iransportat  ion 
Telecontnunicat  ions 
Service  Industry 


TELECOMMUNICATIONS  (TO  BE  ANNOUNCED) 
Voice/Data  Integration 
ISDN 


Engineering-Scientific 
Hunan  Resources 
Educa t i on/ T ra i n i ng 
Planning  Aanlysis 
Accounting 
Other 


See  program  descriptions  for  further  details 


INPUT 


INPUT 

1974-1992   STRATEGIC  PLANNING  AND  MARKET  RESEARCH  PROGRAMS 


STRATEGIC  ANALYSIS  -  CONTINUOUS  IN  5  YEAR  PERIODS 
ANALYSIS,  TRENDS,  FORECASTS,  RECONCILIATION  YEARLY 


TACTICAL  ISSUES,  ?  OF  FOCUS 
TYPICALLY  2-3  YEAR  DURATION 


OPERATIONAL  ISSUES 
YEARLY  ROTATING  TOPICS 
OF  CURRENT  INTEREST 


o 

o 


i 


f 


RESEARCH 
PROGRAMS  1974 


75     76    77    78     79    80   81     82    83    8i    85    86  87    88   89     90    91    92  93 


MARKET 
ANALYSIS 
PLANNING 
SERVICE 


COMPANY 
ANALYSIS 
MONITORING 
PROGRAM 


INFORMATION 

SYSTEMS 

PROGRAM 


CUSTOMER 

SERVICE 

PROGRAM 


ELECTRONIC 
DATA 

INTERCHANGE 


SYSTEMS 

INTEGRATION 

PROGRAM 


FEDERAL 
INFORMATION 
SYSTEMS  i 
SERVICES 
PROGRAM 


EUROPEAN 
PLANNING 
SERVICE 


HAPS 


CAMS 


ISP 


CSP 


EDI 


SIP 


FISSP 


CSPE  — 
ISPE  - 
SSPE 


INPUT  -  CLIENT  SUPPORT  SERVICES 


MAPS 

CAMS 

ISP 

CSP 

ED  IPS 

SIP 

FISSP 


HOT 
LINE 


ON-SITE  Information 

INSTALLATION  j  CENTER 

i  


ALL-CLIENT  PROGRAM 
CONFERENCE  tONFERENCE 


PROGRAM  ; 
SEMINAR  NEWSLETTER 


PROGRAM 
REPORTS 


i 


em^^  

HiiiAfiS  ^i^^ 

m^i^  ^-sf>i'i^^  


iJ^  G^y^  AMO  viK-itC:-j3j[>iClS   ,  ';^"J 


/by  r<^i>yt^ 


-     -vS»r-^  f^Yft^ar^  f  S — -   ^7 ,   7~J~7f 

iir  ^ItAi^  jJi^  \/U^^c^L^  

^2^Y  w^^^-  .  


'^^^/j^:!^!  


 -^-c,-/M^4<>fe.^^ 

^  —  .   :  


Co/CJ-c 


,5 


J 


As  the  transformation  from  an\^^^^LfiQ3QQ!^Uto  an^giniiation.ecQnfli;^ontinuea,  businesses  ^ 
are  undergoing  rapid  and  sometimes  radical  changa  A*global  economy  with  increased  competition,  ^ 
fi,  fy  jftadically  changing  marketplace  and  the*^pid  acceleration  of  technological  innovation  are  just  some 
|[  y^jA  of  the  challenges  adding  to  the  pressures^dready  inherent  in  managing  information  technology. 

Y         In  recognition  of  these  ti^nds.  The  Diebold  Research  Program  has  chosen  as  its  theme  for  1988-1990  | 
"Rethinking  Information  Technology  During  a  Period  of  TVansition." 

During  this  period,  our*activities-^neeting3,*pubUcations  ancTconsultations— will  be  directed  toward 
helping  our  sponsor  organizations  understand  the  growing  importance  of  information  ^d  its  ap- 
plications to  the  success  of  their  enterprises.  In  addition,  we  will  provide  them  with  tiie  analytical 
ancf^lanning  togls  necessary  for  developing  meaningful  and  workable  strategies  for  employing  m- 
formation  technology  to  achieve  the  organizatioj[^a==^M^9^3  goals^^^^^.^^^- 
This  discusses  the  three  areas  identified  by  T^DieboJdRfl^arch  Program  as  being  of  primary  con- 
cem  to^enior  iiiformation  technolotajy  mahaggtfBg^d^ing  1988-1990:  ^ 

I.  Coping  with  change  and  diversity  in  information  technology  y 
II.  New  approaches  to  evaluating  information  technology  expenses  and  investments  ? 
HI.  Balancing  risk  and  iimovation  while  adopting  new  technology.  

The  following  pages  provide  an  overview  of  the  issues  to  be  explored  in  our  research  efforts  of  the 
next  three  years  and  explain  the  media  through  which  we  wiU  share  our  Findings  with  sponsor 
organizations.  It  is  important  to  note  that  our  activities  are  driven  by  our  vision  of  the  future  direc- 
tion of  information  technology  and  the  evolving  needs  of  our  sponsor  basa  Thus,  tiie  stiiirture  ot 
the  Program  is  one  that  allows_U3to  respond  to  the  changes  and  innovations  that  characterize  in- 
formation technology  todayTf^this  lighQwe  have  added  a  number  of  new  componentj  to  the  Pro- 
gram and  have(enha"nced  several  traditional  ottering^ 

A  timeline  of  1988-1990  research  themes  appears  on  p.  10.  and  our  1988  calendar  of  meetings  and 
descriptions  of  our  published  researc^and  presentation  media  may  be  found  on  pp.  11-14. 

Injomxcition:  T^ijiUmd^^m^ 

The  Information  Indnsoy  Associatioi 
inf  -        ~   ^  ^ 


ring  Conference;  "The  Art  of  Market- 
ilnsider's  view  of  how  leading-edge  com- 


panics  are  using  information  and  information  technology  for  competitive 
advantage  in  marketing  and  sales  management  Attend  this  Conference.  Learn 
how  to  leverage  existing  resources,  increase  sales  and  make  better  decisions 
through  information  power  n 

Lcapfrog  Your  Competition  \)J^  ^ 

ySales  aiid-rriarkcring  are  essential  elements  of  every  profitable  company's  opci3- 
nbn.  Without  them  wc  would  simply  not  be  in  business.  But  in  today's  increas- 
in^y  competitive  "lobal  cconorny  and  segmented  niche  markets,  the  pressure 
to  increase  productivity  and  reduce  costs  has  forced  us  to  look  for  ways  to  leap- 
frog, not  just  meet,  the  compedtion. 

"The  Art  of  Marketing  With  lnformation"  is  a  how-to  conference  presenting 
successful  consumer  and  business-to-business  marketing  case  studies  to  help 
you  integrate,  manage  and  leverage  the  power  of  information  in  your  business. 

The  case  studies  show  how  to  use  information  resources  to'dcvelop  new  prod- 
ucts, increase  product  diffcrcntiation.'conduct  better  market  research.'improve 
prospcctingrxiew  the  competitive  environment,*build  marketing  datab;iscs, 
•reduce  costs,  ancf  incre;isc  tnarketingand  sales  elTectiveness. 

Systemati^^^w-To^pproach  to  Increased  Profits 

'   The  rail  payoff  in  "infonnation  marketing"  goes  beyond  short-term  taaicil  advantage 
^  and  addresses  strategic  marketing  applications  that  are  changing  die  ground  rules  for 
marketing  and  s,iles  management  practitioners. 

Segment  3: 

COMPETITIVE  &  MARKET 
INTELLIGENCE 

How  to  use  infonnation  to  view  the 
'competitive  cnvironmentf  build  inarket- 
ing  databases  and*integrate  internal  Infor- 
mation widf  scleaed  external  sources. 


Segment  1. 

PRODUCT  &  MARKET 
DEVELOPMENT 

How  to  use  infomiation  to*identify 
market  charaaeristics?track  buying 
habits.'asscss  market  potential  determine 
product/service  featurcsfvicw  the  com- 
petitive situation  ancf  monitor  the  mar- 


John  Naisbitt— author  of  Megatrends  and 
one  of  the  most  respected  thinkers  on 
future  trends  in  society  and  business— 
on  the  changes  occurring  in  marketing  as 
our  world  rushes  toward  the  next 
millennium. 

Nancy  H.  Teeters— Vice  President  6i 
Chief  IZconomisi  for  IBM  Corporation 
and  fomier  Go^'cmor  of  the  Federal 
Rcseivc  S)'Stem— on  economics  and  |iro- 
ductivity  gains  in  the  knowledge  society 

Who  Should  Attend 

Senior  s;iles  and  marketing  executives, 
product  and  br.ind  inanagei-s,  mai-ket 
researchers,  corporate  and  business 
development  oflicei-s,  advertising  execu- 
tives, infonnation  vendoi-s.  venture  capi 
talists.  strategic  planners  and  coijxirate 
infomiation  managers  will  Ixrnefit  from 
this  conference. 


Dear^tfTGlrouard: 


INPUT  forecasts  that  the  Federal  Govermncnt  will  spead  more  than '$95  billion  on 
procurement  of  information  services  within  the  next  5  years.  Gramm-Rudman  has 
reduced  planned  expenditures  and  increased  pfeeurcfflcnHtfijOysis  time  -  creating  a 
revenue  roadblock  for  your  compaj^jj^alrevmie  opportumti^  the 
Federal  Government  marketplace,  but  competition  for  government  procurement 
dollars  will  be  even  more  Intense. 


Inordeusgmpcte  and  win>LDEN  EUECTRONICS  INC  must  have  the  best 
-pre/i^ist^^SffjMtKUiemeiirinform^      and  market  intelligence  available. 

callnfonnation  Systems  and  Services  Program^FISSP)  supplig.sjhe^ 
Time-sensitive  infSbsiation  you  ne^jdrfatlact,  INPUT  forccastsrcvcnuc  opportunities 


in  youJ-marketplace  and  examin^ctua^gpocurement  opportumtics  upTo-five^^ears^ 
advance^f)tbe  government 

FISSP  provides  the  vital  procurement  information  you  need  through: 

PROCUREMENT  ANALYSIS  REPORTS  (PARs):  Detailed  descriptions  of  more 
than  600  actual  procurement  opportunities.  ^ 


FEDERAL  MARKET  ANALYSIS  REPORTS  (MARs):  Detailed  budget  forecasts. 

Howisj^^ 


Whstf  is  PRISM? 


I'lilSM  is  a  nuilii-clicnt 
research  service  ottered 
bv  Index  Sysieins.  Inc. 
.ind  H.ininier  nnd  Coni- 
p.niv.  Inc.  I'UiSM  con- 
ducts researcli  studies  on 
contemporary  issues  in 
the  nianat;enient  of 
inlorniation  systems. 
IM^iS.M  sponsorslup 
is  otVeied  to  major  cor- 
por.i.tions  and  non-profit 
oru.inizations  on  an 
annual  basis.  Sponsonnt; 
firms  are  entitled  to  par- 
ticipate in  tlirce  focused 
research  projects  and  one 
major  research  projcs'i 
each  vear.  Sponsors 
receive  u  ritten  repein.s 
describinj;  the  results  of 
the  research  projects. 


At  a  lime  w  iieii  mistakes 
in  the  maiia;jv  nient  ol 
inli'rni.ition  technolouy 
are  vei  \  cNpeiisive  and 
can  even  d.iir..iL:e  your 
tirm's  competuive  posi- 
tion. I'RISM  sponsorship 
is  a  priideni  invest lueiu. 
PRIS.M  will  provide  you 
with  advice  and  iiisiulit 
f  rom  leadinu  consultants 
in  the  I  S  held  and  witli 
tiie  opportiinuv  to  bene- 
fit f  rom  the  experiences 
ofyoui  peerb.  I'RISM 
will  be  \our  1  S  research 
and  devek>pmeiit  liiiic- 
tion  at  a  traction  of 
the  cost  ot  an  in-house 
program. 


IM^IS/VfdifVersP^oin  other  research  services  in 
its  topics,  intended  audience,  and  relationship 
with  sponsors.  It  also  differs  in  st\  le.  format, 
and  delivery: 

A  PRISM'S  topical  emphasis  is  on  the 

management  deformation  technol^gy^ 

I'RISM  provides  solutions  tor  the  manauer  of  terli- 
iioloi;v,  whose  responsibilities  contiime  lontr  after 
the  vendor  has  i;one.  Thi^  tocus  i^  tiie  hallmark  ot 
the  Index  and  Hammer  consultin;.:  practices,  and  i< 
tundameiita!  to  all  I'RISM  activities. 

A  PRISM'S  orieg*«tIbn  is  toward  tH(r3Stts.o( 
informaU^  technology.  W  hilc  n 
services  { rk^r i m a r i  1  \-^- n d <■>}>-  aiu^narkei^  ' 
elps  user  companiesj 

Tporary 


oriented. 

appiv  available  icchnoIoi;y  ic 
business  problems. 


A  PRISM'S  sponsors  play  an  active  role  in  its 
research.  Unlike  cnher  re>earch  service>  in  which 
tupicv  to  be  studied  are  chosen  by  lumor  stati 
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INFORMATION  SERVICES  INDUSTRY  STRUCTURE 
<^Y  DELIVERY  MODE  , 
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